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Disclaimer

The information provided herein (the "Information") is not intended to provide financial, tax, legal or accounting advice. The contents hereof do not constitute an offer to sell or a solicitation of an offer to buy
securities of INTERNATIONAL ePaper TECHNOLOGY CORP. (the "Company") or represent an intention to induce any person to make an investment in the Company or to assist any person in the making of
an investment decision. Information provided in this presentation material (the "Presentation") or on any website of the Company where this Presentation may appear or be accessed is for information
purposes only and shall not constitute an offer to sell or the solicitation of an offer to buy any securities, nor shall there be any sale of securities in any state in the United States of America in which such
offer, solicitation or sale would be unlawful. This Presentation includes market share, industry and other statistical information that the Company has obtained from independent industry publications,
government publications, market research reports and other published independent sources. Such publications and reports generally state that the information contained therein has been obtained from
sources believed to be reliable. Although the Company believes these publications and reports to be reliable, it has not independently verified any of the data or other statistical information contained
therein, nor has it ascertained or validated the underlying economic or other assumptions relied upon by these sources. The Company has no intention and undertakes no obligation to update or revise
any such information or data, whether as a result of new information, future events or otherwise, except as, and to the extent required by applicable securities laws. Any copying, reproduction, republishing,
translation, transmission, modification, distribution or other exploitation of the Presentation, or any elements thereof, without the prior written consent of the Company is strictly prohibited.

FORWARD-LOOKING INFORMATION

This Presentation contains "forward-looking statements" and "forward-looking information" (collectively, "forward-looking information") within the meaning of applicable securities legislation." Forward-
looking information are generally, but not always identified by the words such as "may", "would", "could", "will", "likely", "except", "anticipate", "believe", "intend", "plan", "forecast", "project", "estimate",
"outlook", and other similar expressions. In addition, the Company's assessment of, and targets for, (a) the industry, including, the potential opportunities and challenges in the current industry environment
and other industry statistics; (b) matters pertaining to the Company, including its strategy, completed, anticipated and potential transactions and the characteristics thereof, future acquisition opportunities
and joint ventures, and its proforma capitalization following the completion of the Company's current investment opportunities; (c) matters pertaining to the Company's current investment opportunities,
including the amount and use of proceeds thereof and the anticipated timing to complete and close the Company's current investment opportunities; (d) financial modeling matters;, and (e)

Management's estimated timelines, are all specifically considered forward-looking information.

Actual results, performance or achievement could differ materially from that expressed in, or implied by, any forward-looking information in this Presentation, and, accordingly, investors should not place
undue reliance on any such forward-looking information. Forward-looking information involves significant risks, assumptions, uncertainties and other factors that may cause actual future results or
anticipated events to differ materially from those expressed or implied in any forward-looking information and accordingly, should not be read as guarantees of future performance or results. Forward-
looking information involves risks and uncertainties including, but not limited to, the Company's anticipated business strategies, anticipated trends in the Company's business and anticipated market
share, that could cause actual results or events to differ materially from those expressed or implied by the forward-looking information, general business, economic and competitive uncertainties,
regulatory risks, the economic and industry environment, business and operations of the Company and its investees. Due to the nature of the Company's business, the legal and economic climate in which
it operates and its present stage and proposed operations, the Company is subject to other significant risks. The Company's future development and actual operating results may be very different from
those expected as at the date of this Presentation and are dependent in part on the development and actual operating results of the entities it invests in. Readers should carefully consider all such risks,
which include, but are not limited to, the Company's (and the Company's investee entities, as applicable), limited operating history, no liquid and speculative nature of any investment in the Company, the
requirement for additional funding, conflicts of interest, changes in law or the non-occurrence of any anticipated changes in law, the receipt of and compliance with any required licenses, permits,
authorizations for the business of the Company or its investees, reliance on third parties, compliance with applicable laws, risks related to the potential denial of banking services due to the industry in
which the Company operates, acceptance by the general public and legislators, risks related to access to the denial of insurance coverage or obtaining insurance coverage at reasonable rates.

Any forward-looking statements speak only as of the date on which such statement is made and the Company disclaims any intention or obligation to update or revise any forward-looking information as
a result of new information, future events or otherwise, unless required by applicable law. New factors emerge from time to time, and it is not possible for management to predict all of such factors and to
assess in advance the impact of each such factor on the Company's business or the extent to which any factor, or combination of factors, may cause actual results to differ materially from those contained
in any forward-looking statements. Forward-looking information contained in this Presentation is based on the Company's current estimates, expectations and projections, which the Company believes
are reasonable as of the current date. The Company can give no assurance that these estimates, expectations and projections will prove to have been correct. Historical statements should not be taken as a
representation that such trends will be replicated in the future. No statement in this Presentation is intended to be nor may be construed as a profit forecast.
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Today’s Executive Speakers

Daoping Bao
Executive Chairman & CEO

= Qver 30 years of entrepreneurial experience, including
founding three public companies.

= Founded Paystone, an online payments platform that
predates PayPal; its technology is now used in banking
and third-party payment systems.

= Built the world’s largest traveling exhibitions company,
active in 50+ countries and custodian of RMS Titanic
artifacts

= Applies technology and design principles homed in the
exhibitions industry to retail environments

= His retail solutions are considered a gold standard in the
iIndustry, known for improving shopper experience and
reducing rollout risks.

Laing Henshall

President

Hands-on generalist with a decade of senior experience as
an investment fund manager and private equity operating
partner within the retail, ecommerce, business services,
and real estate sectors, holding titles including CEO, COO,
Head of M&A, and General Counsel.

As a private equity professional, oversaw or supported 20
acquisitions in Canada, the U.S. and Australia with an
aggregate value of $100+ million.

Prior to private equity, Laing was a corporate lawyer,
providing legal transaction services towards ~$1b in real
estate and corporate transactions.

MBA from London Business School, JD from the University
of Calgary, BA in Economics from the University of
Western Ontario. Called to the Bar of British Columbia.
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One-Stop Shop ESL Solution Provider

100% Canadian owned and operated company

ePaper is a one-stop Electronic Shelf Label (ESL) solution provider. Our expertise, high-quality
products, and dedicated support ensures that our clients receive the best value and highest

return on investment.
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I Retail Under Pressure: The Status Quo is Not Sustainable

| ____________ -
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Technology is the Solution. Digitization Will Double Store Profitability

McKinsey
Compan
& Company 1-2% 5-9%
.  0571% R
1-276 T
2-4% |-
2-4%
-2-3%
Current Labor In-store Inventory Back-office Customer Future EBIT
EBIT' Margin headwinds labor management automation experience Margin
automation Potential
20% increase in .. , , , ,
minimum wage Warehouse-to- Reduction in 10% reduction Use of in-store Retailers will
) o . . .
and benefits shelf. shrink by 20% in-store assets to dive decide what
automation, from advanced management  sales (ESL, tech portion of EBIT to
next-gen analytics and SG&A costs enabling reinvest into
cameras, solutions) price/customer
supply-chain

optimization

1.  www.mckinsey.com -insi - - ' y
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I ESL is on track to become one of the most widespread digital
communication networks ever established

Billion electronic shelf SMmMa rtphone ~"7 2 billion
labels (ESLSs) '
Install Base

) R EsL ~2.3 billion

TV ~2 billion

2.3b Laptop ~2 billion
IPad ~0.4 billion

2012 2022 2027
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I Europe proving ground, North America is next

NORTH AMERICA
Market Saturation:

Recent developments have made ESLs a

must-have for North American retailers

<5%
Full Colour Display
Product| |Remote-WiFi Price Changes
Improvements| |Waterproof EUROPE
L . Market
LED Flash for faster picking o Saturation:
Reduced Manufacturing Cost N ) 60%
Hardware |
Cost Battery Life (10+ Years)
05 Better Durablility
Macro Increasing wages
Tailwinds| Price volatility requiring more

price changes (Tariffs, etc.)

_________________________________________________________

Widespread ESL Adoption
in North America

——— =
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Canada and the United States

Our ESLs give retailers dynamic
and automated pricing, while
iIncreasing shelf availability (+4%
on average), contributing to
higher in-store revenue (2%+
incremental sales).

Our tags provide a 15-month
payback by cutting printing
costs and reducing reliance on
low-skill labor. Retailers can
reassign 1-3 full-time
employees per store to higher-
value tasks.

3. Customer Satisfaction 4. Productivity

Real-time POS and shelf price
updates eliminate internal
pricing mismatches enable
timely marketing at the point of
decision (82% of purchasing
decisions is made in-store) and
improve score appearance -
boosting Net Promoter Score by
30-40 points enhancing
customer perceptions of quality
and professionalism.

ESLs can reduce the time
spent on pricing updates by up
to 80%, freeing up employees
for customer service and other
important tasks, while at the
same time making them 30%
faster in restocking. ESLs can
reduce order picking time by
50% allowing for faster and
more accurate stock handling
both for food delivery and
warehouse personnel.

Our Premium ESL Solutions Provide the Best Value to Retailers in

Sustainability Spotlight

A single ESL will save up to 25,000 sheets of
" paper over its lifecycle, equivalent to one tree,
'before being recycled. An average grocery
'store carries over 10,000 ESLs. By eliminating:
‘this paper waste, retailers can make]
“significant progress toward their
environmental goals.

'Source: University of British Columbia (UBC)
‘Whitepaper on ESL sustainability. (Link) #2 L’}

______________________________________________________________


https://sustain.ubc.ca/about/resources/potential-waste-and-ghg-emissions-reduction-replacing-paper-shelf-labels-retail

ePaper is the only North America-Wide One-Stop-Shop Solution

SaaS &
Hardware Tech-
= Enabling

Service &
Installation
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Our Integrated Solutions Differentiate Us in the Market,

<.paper sesimagotag @ jr|'9Ch soLum

solutibns Solution provider.

Tech-enabled store
survey and design system

v

Proprietary fixtures and
fixturing system for ESL
Implementation

1 night for full-store
deployment

On-site service across
North America
within 24 hours

A
A
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I ESLs: ePaper Leverages its Partnership with Hanshow, a World-
Leading ESL Manufacturer, to Execute Large-Scale Rollouts

As Hanshow's exclusive ESL partner in Canada and non-exclusive partner in the U.S., ePaper
leverages Hanshow's leading electronic shelf label capabilities in product development and
manufacturing.

Stores globally have
301000+ installed our solutions

EUROPE
' l mm ¢ .
L y U + Countries have installed
AZa o= our solutions
5 - 8 5M + ESLs sold in 2023 out of
300M sold worldwide
NORTH AMERICA 4 140M DcCs 2024 production
I E ’ @ capacity




Service Network

B CANADA

95

Service Providers

34
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.
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HUNTSVILLE, ON

LONDON, ON

099

Technicians

47

States « Service coverage by
technici

per region

We can also engage local partners &
sub-contractors for remote locations

X o :
WATERLOO, ON Y S\ PICKERING
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Product Delivery from
our Warehouses in

Vancouver and Toronto

ssssssss

One night for full
store ESL installation
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Fixture Catalogue is Unmatched

The biggest challenge in delivering a ESL solution is
implementing a bespoke solution that fits the
customer’s unigue framing requirements.

]

Our competitors offload this challenge onto their
customer and compete primarily on price of ESLs.

]

We are the only ESL provider in North America to create
full-service, bespoke plans tailored to each customer,
reducing implementation risk and increasing customer
satisfaction.

]

If our customer has a unique need that is not yet met by
market solutions, we can swiftly design and implement
custom fixtures and solutions for our customers.

M

We've developed over 30 proprietary fixtures to meet
client needs

M

Case Study: When a customer bumps their shopping
cart into a shelf, our competitors’ ESLs come loose and
scatter on the floor due to the use of loose rails and
double-sided tape for fixturing.

M

We developed a first-of-its-kind suite of fixtures and tools
for the most secure ESL offering on the market.
Customers have repeatedly confirmed that it is the
leading accessory solution on the market, reducing
lost/broken ESLs and theft while remaining user friendly.




ESL Deployment
Software Platform

ESL Ecom/Mgmt
Platform for SMEs

Bluetooth Functionality

Al Pricing Intelligence
and Demand Planning

Unified Control Layer

R&D: Software to drive revenue, efficiency, and SME market entry

Exploration & Development Testing &
Feasibility & Prototyping Validation

Features in Process:

® W

Bluetooth Software Al Pricing
Functionality Platform Intelligence
Allow tags to be updated Software for SME Al-powered automated pricing
eliminating A/P hardware users to manage tags that adjusts to competitors

and inventory shifts based on
live data feed

Deployment

Additional
Features

SaaS revenue model,
automated price
Management
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Our Sales-Pipeline is Crowing Rapidly as North American Retailers
Don’t Want to Get Left Behind

Current ESL Customers

&Lloblaws
GasKing.
(OIVET =T N N-Y-Te M [1 M T T-ETe[113 1131430 Potential revenue listed below Total: $1.5B+
@ Jobeys®e swe@ioods Parkland %:% rog ﬂé};"{@ staplest) W DYNAMITE eee

TARGET

$560M $270M $122M $100M $99M $81M $70M $67M $64M $60M $24M $15M $13M

Early-Stage Procurement and Prospects Total: $20B+
Bell < +o- o (B Longoi CIR cosrco =00 £ By .
WHOLESALE GROCER - ZWILLING

Globlaws =7 TELUS CIMART ‘K“F‘(l:ll!l‘ill\;‘

o MARCHE et o

OF

Airgas #MH (K o#mrooptmns L.CBO momme) -

an Air Liquide company
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Decades of Experience Across Retail, Tech, Design and Service

Retailers need a partner that understands retail and can deliver hardware, software, design, and service
seamlessly. Our leadership team has decades of experience building businesses across these mission-critical
domains, and continue to push the boundaries on what a premium, one-stop-shop solution can look like.

Laing Henshall
President

Daoping Bao
Founder & CEO

» Daoping has over 30
years of entrepreneurial
experience, pioneering
the online payments
industry and founding
three public companies.

* He founded Paystone,
whose technology is now
widely adopted in
banking and third-party
payment systems.

* An expert in spatial
design, he built the
world’s largest traveling
exhibitions company
which was salvor-in-
possessor of the Titanic.

* Laing has a decade of
executive leadership
experience in private
equity, retail and
business services,
with portfolio
operating roles as CEOQO,
COO, and General
Counsel.

* Laing holds an MBA
from London Business
School, a JD from the
University of Calgary,
and a BA from the
University of Western
Ontario.

Michael Walsh
CFO

* Mike is the former CFO of
Creation Technologies, a
contract electronics
manufacturer, where he
spent 18 years helping to
scale the company to
4,500 employees and $1
billion in revenue. He also
held senior roles at R.R.
Donnelley and Kraft.

* Mike holds an MBA from
Northwestern University
and a BCom from the
University of lllinois.

Andrew McFarlane
Head of Operations

* Andrew has 20 years of
experience scaling
equipment-based
technology ventures
including as COO of 7Gen
and CEO of Zeemac, where
he grew the company into
one of Canada’s fastest-
growing fleet lessors before
engineering its saleto a
national lessor.

* Andrew holds a MSc of
Industrial Relations, with
Distinction, from LSE and a
BComm from UBC.

9’
Ilvan Pak
CTO and CBDO

Nitin Kaushal
Chief Strategy Officer

* lvan is a seasoned
entrepreneur with over
30 years of experience in
digital marketing and e-
commerce. As founder of
Northern Alliance
Limited in Hong Kong, he
built one of the region’s
first digital platforms for
small businesses, driving
early online adoption
before the mainstream
shift to e-commerce

* [van holds a Bachelors in
Computer Science from
Warwick University.

* Nitin has served on various
committees for over a
dozen public companies.
He was a Managing
Director at PwC Corporate
Finance. Nitin has held
senior roles at Desjardins
Securities, Orion Securities
and HSBC Securities.

* He has a BSc in Chemistry
from UofT and is a CPA.

@ FORESIGHT
CANADA

O Desjardins

London
Business
School

UNIVERSITY OF

¥ TORONTO

LSk

BIRCH HILL

equity partners

LINDSAY GOLDBERG

DONNELLEY

17




I Our Board Combines Strategic Vision and Diverse Expertise to Guide
Our Company’s Sustainable Growth and Innovation Goals

Mike Venton Timothy H. Reis Dr. Xiaoyang Huang Wei Shao
Industry Marketing Technology Legal
Go g|€ amazon RepuLeNT DENTONS NYU
Loblaw o
Companles FRESHCO fobey,é C OLKABI A W NOFRILLS
UNIVERSITY

We have entered Iinto an investment and strategic services
partnership with BDC as part of their Growth Driver Program. In

bdcI | l addition to BDC's direct investment support, this partnership will

provide us with comprehensive organizational and strategic planning
and advisors including senior executives at Whole Foods.

2peper




Single Store Snapshot: Strong Unit Economics underpin our offering

Revenue

Per Tag

Gross Profit

Per Tag

Gross Margin

_Tags* | Accs* Jinstall

2, Annual Recurring Revenue

$201,021
$16.08

$154,849
$12.39

$46,151
$3.69

22.9%

$19,277
$1.54

$1200
per store

$96
per store

$1,104
per store

$1200
per store

$96
per store

$1,104
per store

$33,312
per store

$23,172
per store

$10,140
per store

*Based on ePaper’s average results from T&T installs made since

June, 2024, and assuming a Grocery Store with 12,500 Tags

<.paper



We Are Projecting Robust Growth and Profitability, Delivering
Hyper-Growth Revenue and Margin Expansion, Year Over Year

ePaper Group Financial Projections*

#Crocery  NA 14 63 171 306 401
Stores
$90M $83M « Achieved 81% top-line growth between
$80M FY2024 and FY2025

« Positive EBITDA targeted for FY2026 with

130% expected revenue growth

$70M $64M
$60M @
$50M

$40M @ $37M

o

« FY2024 reflects significant upfront R&D and

infrastructure to develop proprietary

$30M . solutions, and prove out our model|

$20M $15.3M  Initial losses from the first 4 grocery stores
$10M $3.1M $5.6M offset by massive margin recovery across
goM [ ] subsequent deployments

FY2024A FY2025A FY2026E™ FY2027E FY2028E FY2029E
@Revenue ($M) O EBITDA Margin (%)

*Projections include non-ESL revenue of $2.8M per year from legacy business
**Current Financial Year End is February 28, 2026

2peper



équity Partners

N Capi Cg Canaccord
Corp. Genu1ty

Planned Equity Raises

ePaper has signed an LOI for a reverse takeover (“RTO")
with Ocean Shore Capital Corp (OCAP.P:TCM):

- Today: bridge of C$2.0M

- Targeting RTO date of September 2025

- Further financing with RTO: C$5.0M+

~

TSXV|

OCAP.P

Use of Funds

Working Capital $3M
R&D $2M
Sales & Marketing $1M
Operational Scale-Up & Listing Expenses $1IM

Working Capital Strategy & Fundraising Overview

Equity Capital Overview

Working Capital Financing Overview

/Scotia bank + EDC Letter of Credit
US$3M

Approved: Scotiabank Letter of Credit, backed by
Export Development Canada, underpins 120-day

"

L

s
DC

Interest-free payment terms with Hanshow.

\_ /
" Trade Credit Insurance “,’EDC\
$5M flexible

Trade Credit insurance from Export Development

Canada, can be increased flexibly. p

/Ledgered Letter of Credit » E\

$3M + $17M accordion

In due diligence for a revolving working capital
facility. Interest. US Prime + 2%
Fees: 1% of loan

Advance rate: 90% of A/R, 50% of Inventory

\_ /
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Investment Opportunity

Overview of Convertible Note Terms

= Go-Public Transaction: EPaper " Interest: 10% per year
proposed Reverse Take-Over of OCAP.P ,
on TSX = Maturity: March 31, 2026

. . = Conversion: Automatically converts to shares
= ePaper financial summary at Listing

— 76 Million Shares Outstanding ] ] ,
= Conversion Price: 25% discount.

— Insider ownership 1s 90%
= Bonus Warrants: Free ¥2 Warrant for each

— $1.5M external funding raised to date converted share. Each warrant is exercisable for
two years at an exercise price of $0.20.

= Structure: Private placement of

convertible promissory notes = If no IPO: At maturity, investor can choose

= 1) Repayment with interest; or

= 2) Convert into common shares at C$0.15
= Target: $2m

Security: General unsecured, priority over
common shares, subordinate to Company
Indebtedness.

< paper



Questions & Answers - Panel

Daoping Bao Laing Henshall Mike Walsh

! lvan Pak
Founder & CEO President CFO

CTO & CBDO

Equity Partners

Varshne Canaccord
CQ)/Ganace TSXV

Corp. OCAP.P

Strategic Partners Financing Partners

E"i n k@ Horchow Scotiabank BMO €)
Vicstore Fixrures ti:- DC bdc*




rnaby, B.C., Canada V53 5G7
r‘ r
‘ '

Laing Henshall
President
Direct: (778) 757-5805 ext. 6177

Ihenshall@internationalepaper.com

Daoping Bao
gr— Founder & CEO
’ Direct; (778) 757-5805 ext. 6137

dbao@smartlabelsolutions.com



mailto:lhenshall@internationalepaper.com
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